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Index to major stories 





Distributor case studies 
(alphabetically by company) 





The remaking of a major distributor 

Bob McQuillan is positioning Allied Electric 
Supply in Florida’s richest markets using 
“harmony,” “synergy” and “quality points” 
in recasting the firm. Apr., p. 91 


How one company became a high-tech star 

Cameron & Barkley Co. has been placed on a 
fast track in distribution via an early, success- 
ful start with computers, plus a growth plan. 
July, p. 55 


A corner on commercial lighting 

The Capitol Light & Supply Co., Hartford 
Conn., has filled a niche with a showroom 
expressly built for designers and architects in 
commercial lighting. Sept., p. 49 


Keeping an eye on detail 

Paying attention to the “little things” in busi- 
ness has helped Electric Supply Co. blossom 
into a 10-location electrical distributorship. 
Aug., p. 55 


Celebrating the future 

At Electric Supply & Equipment Co., Greens- 
boro, N.C., an anniversary is highlighted by 
looking ahead. July, p. 74 


The Good, The Bad and The Reality 
The ups and downs and final turnaround of 
Foff Electric’s energy management depart- 
ment hold a lessen for distributors venturing 
outside their core business. Dec., p. 35 
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No place like home 
For these light shoppes, “home” is the setting 
as Furbay Electric Supply Co. courts the retail 
customer. Jan., p. 43 


Greetings from “the other side” 

For H. L. Dalis, Inc., a N.Y.-based electronics 
distributor, the more electrical wholesalers 
who are interested in electronics the better— 
they may be potential customers. Mar., p. 49 


Stepping into the future 

How contractor-based Hobb Electrical Sup- 
ply is priming itself for a sales assault on the 
office towers of New York City with a host of 
new-generation products. Jan., p. 69 


Moving into the ’80s 

After 53 years, 1.G. Federal Electrical Supply 
Corp. consolidated three buildings and 
moved to a new city so facilities would be con- 
gruous to the company’s financial side. Oct., 
p. 63 


How hot lines hasten growth 

At 1/O Electric Supply Corp. fast communi- 
cations are part of a centralized services con- 
cept used to deliver a widening range of ser- 
vices. May, p. 93 


Unleashing employee creativity 
Employees at Jones Electric Supply are moti- 
vated by more than raises, bonuses and perks. 
rhey are provided with an environment that 
allows them to grow. Aug., p. 37 


The San Diego chargers 

San Diego Wholesale Electric came in with a 
rush, with some help from the parent compa- 
ny, and became a multi-million dollar opera- 
tion in one year. June, p. 53 


Youth plus experience 

Arizona’s Shaffer Electric Supply Co. used 
that combination, in addition to such prac- 
tices as market research, to make a quick 
move to profitability. Mar., p. 63 


Broadening a customer base 

Shepherd Electric Supply is increasing its 
emphasis on industrial business at a time 
when other companies are contemplating the 


future of U.S. industry. Dec., p. 51 


Restructuring Summers as a super chain 
The Summers Group—made up of Glasco, 
FSD and Summers—has been carefully re- 
aligned. Now, the firm is switching to a faster 
expansion track. June, p. 39 
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Making the best of an uncertain market 
This Lafayette, La., distributor, Teche Elec- 
tric Supply, is riding the ups and downs of the 
oil industry’s economic roller coaster. But it is 
not waiting to see how the oil industry moves 
Feb., p. 49 


A distributor in paradise 

James Triumpho, president of 
Electric, Inc., tells how wholesaling gets done 
on the islands. Oct., p. 37 


lriumpho 


Strength through diversity 
St. Louis’s United Electric Supply accepts the 
chailenge of pursuing a variety of markets in 
in age of increasing specialization in electri- 
cal wholesaling. May, p. 55 


Winning over the utilities 

Vanyo Supply, Inc. makes a strong case for 
use of its services by utilities—and by electri- 
cal manufacturers who traditionally sell the 
market direct. July, p. 61 


Feature stories on the industry 





A walk through the office of tomorrow 
Tomorrow's office will be quite different 
from today’s. Here’s a look at some of the 
sales opportunities that will be there for elec- 
trical wholesalers. Jan., p. 51 


Shifting stakes in telecommunications 

lim Poole, coordinator, Electrical Distribu- 
tion Dept., Suttle Apparatus Corp., shares his 
of the telecommunications 


“insider's” view 


market. Jan., p. 61 
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Distributor status report on 
telecommunications 

Here's a roundup of industry opinion on this 
emerging market. Jan., p. 67 


At last, on the verge of a common system 
The marriage of computers to telephones has 
the potential to revolutionize the electrical 
industry. But, finding a common “language” 
to communicate with is crucial. Feb., p. 75 


The many faces of direct selling 
Direct selling wears many faces in this busi- 
ness. And it has been a way of business life for 


decades. Feb., p. 87 


Where the action and opportunities are 

As electrical wholesalers move cautiously into 
electronics, they are meeting electronics dis- 
tributors head-on—and discovering dozens 


of unforeseen opportunities Mar., p. 39 





Bar coding update 

Here's a look at how Westinghouse is incor- 
porating bar-coding technology into its plant 
operations Mar »p 69 


What's ahead for distribution 

In part | of EW’s industry forum, a panel of 
experts examines the most important consid- 
erations to the year 2000. Apr., p. 69 


Great expectations 

The generation most likely to control some 
day the destiny of distributorships assesses the 
future. May, p. 67 


What's ahead for distribution 

In part 2 of EW’s industry forum, a panel of 
experts examines the outlook to the year 
2000. May, p. 103 


A report card on supplier performance 
According to distributors, electrical manufac- 
turers have a long way to go to get top-notch 
grades. May, p. 134 


D-I-Y's new target 

As the do-it-yourself market matures, home 
center chains are beating the drums to cap- 
ture more contractor business. July, p. 67 
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Slower growth ahead 

Although it is not yet time to think “reces- 
sion” in 1985, the economy is slowing down. 
Aug., p. 43 


Let’s keep distributor advisory councils 
healthy 

With proper planning and execution, distrib- 
utor advisory councils can improve communi- 
cation between distributors and manufactur- 
ers. Aug., p. 61 

Inside Infomart 

The latest advances in data communications 
and information processing, as well as unique 
lighting applications, are part of this new 
Texas building. Aug., p. 65 


Changing the rules in the lighting game 
With a classroom concept of lighting show- 
room design, several dozen distributors are 
teaching architects, designers and homeown- 
ers the do’s and don'ts of quality lighting. 
Sept., p. 39 


Spotlight on the specifier 

\ major survey on lighting issues reveals how 
specifiers view the lighting fixture market. 
Sept., p. 55 


The squeeze on profits 

Distributors are struggling to maintain or 
improve margins, but there are many difficul- 
ties to be overcome. Oct., p. 43 


At the supplier connection 

New and old forces are impinging on the rela- 
tionships of manufacturers and distributors. 
What are their net effects? Here are the views 
of a sampling of supplier executives. Oct., 


Pp 51 


How suppliers see buying groups 
Distributor buying groups have been on the 
electrical scene long enough for suppliers to 
assess them dispassionately. Here’s what a 
sampling of manufacturers said about them. 
Oct., p. 57 


A guide to joint planning 

As the marketplace gets more complex, more 
electrical manufacturers and distributors 
should be asking each other to share their 
ideas and goals. Nov., p. 39 


What size is the market? 
ELECTRICAL WHOLESALING’s seventh annual 
report on your market potential. Nov., p. 57 


Computers or facsimiles? 

Facsimiles are filling a void in communica- 
tions. And for certain tasks, facsimiles are bet- 
ter than computers. Dec., p. 47 


At the supplier connection—Part II 
Manufacturers have many different ideas 
when it comes to designing distribution net- 
works, establishing distributor policy and 
training and communicating with distribu- 
tors. Dec., p. 59 





Articles on manufacturers’ reps 





The reps speak out 

By means of a survey, EW has found out how 
independent representatives view the impor- 
tant developments that are aftccting their 
position within the industry. Feb., p. 55 


The role of the rep 

When asked to list the most important func- 
tions they perform, manufacturers’ represen- 
tatives tend to agree with manufacturers’, 
rather than distributors’, views. Feb., p. 70 


Market reports (geographic) 





Tall sales in Texas 

What makes Texas so great electrically? The 
huge opportunities in oil and agriculture. 
Che incredible variety of economic activity. 
But mostly, the colorful people. Apr., p. 53 


Who will thrive in San Diego? 

Fight distributors took a chance when they 
opened shop in a super-competitive market 
two years ago. Here’s a look at how a few of 
them did it—and why. June, p. 61 


Regional Factbook 

A compendium of data that tells you electrical 
wholesalers’ sales, market mix, product mix 
and customer mix, as well as employment in 
major end-user markets, arranged by region, 
state and local area. Nov., p. 65 


Interviews with supplier 
decision makers 





Decision maker: Force in fuses 

An interview with Walter Clements, chair- 
man and president, Littelfuse, Inc., focuses 
on the company’s penetration of the electrical 
fuse market. Oct., p. 76 
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Learning the N.E. Code 

The first installment of EW’s question-and- 
answer study guide for electricai distributor 
salespeople on the 1984 National Electrical 
Code covers service entrances. Jan., p. 34 


A walk through the office of tomorrow 
Tomorrow's office will be quite different 
from today’s. Here’s-a look at some of the 
sales opportunities that will be there for elec- 
trical wholesalers and their salespeople. Jan., 
p. 51 


Narrow the choices 

Overwhelming the customer with too many 
choices can defer a decision, just as feigned 
disinterest can derail a sale. Jan., p. 73 


The cream of the crop 
Order makers. Feb., p. 38 


What the customer remembers—and why 

When a customer—singly or as part of a buy- 
ing team—shows a selective memory, the rea- 
sons are important to the seller. Feb., p. 119 


Dealing with misplaced blame 

When you take abuse or face an obstacle 
because of the actions of another member or 
unit of your firm, bear in mind that we all see 
things as a “whole.” Then defuse the situa- 
tion. Mar., p. 71 


Learning the N.E. Code 

The continuation of EW’s study guide for 
electrical distributor salespeople on the 1984 
N.E. Code covers branch circuits and feeders. 
Mar., p. 82 


Moving up or sliding down? 
Order makers. Apr., p. 48 


VCRs add zip to training 

There's increasing use in the electrical indus- 
try of videocassette recorders to train distrib- 
utor salespeople and end users. But they 
won't replace live training. Apr., p. 99 


When a customer has been taken 

It’s a situation you can turn to your advan- 
tage, providing you don’t ask the customer to 
admit that your competitor “took” him. To 
do so would reflect badly on his judgment. 
Apr., p. 113 


The big impact of “little” annoyances 
Because you may feel that the problems a cus- 
tomer has with your firm are minor, don’t 
think he sees them the same way. May, 
p. 147 


Learning the N.E. Code 

The continuation of EW’s study guide for 
electrical distributor salespeople on the 1984 
N.E. Code covers overcurrent protection. 
May, p. 172 


Do nice guys finish first? 
Order makers. June, p. 34 





equipment 

As electrical wholesalers forge into new-gen- 
eration products, they may be neglecting the 
plain and simple sales strategies that work in 
selling tools and test equipment. June, p. 47 


When there’s a hidden motive 
A customer will act as a “good soldier” rather 
than face up to the fact that an order conflicts 
with his convictions. June, p. 69 


Learning the N.E. Code 

The continuation of EW’s study guide for 
electrical distributor salespeople on the 1984 
N.E. Code covers grounding. July, p. 48 


Resisting change, even good change 

In this real-life situation, a salesperson is 
“punished” for failing to explain a change to 
a customer in advance. July, p. 77 

















A tough customer 
Order makers. Aug., p. 34 


When the objections are not the real ones 
In this real-life situation, the negotiators had 
to look behind the voiced objections to find 
the real ones. Aug., p. 71 


Learning the N.E. Code 

The continuation of EW’s study guide for 
electrical distributor salespeople on the 1984 
N.E. Code covers conductors and raceway, 
part |. Aug., p. 76 


When the customer has a selective memory 
When the customer denies or rearranges the 
facts of a situation to protect his self-image, 
the seller has some delicate decisions to make 
Sept., p. 65 


Learning the N.E. Code 

The continuation of EW’s study guide for 
electrical distributor salespeople on the 1984 
N.E. Code covers conductors and raceway, 
part 2. Sept., p. 72 


Making the most of your catalog 
Order makers. Oct., p. 32 





Articles for salespeople A better handle on tools and test When introducing a new product 


here are at least six types of customer resist- 
ance you may face in introductions. Here’s 
how to handle each kind effectively. Oct., 
p. 89 


Let’s hear it for ears! 
Order makers. Dec., p. 32 


Selling equipment for hazardous locations 
When distributor salespeople are learning 
how to sell electrical products for hazardous 
locations, understanding the National Electri- 
cal Code is the first step. Dec., p. 41 


Articles for managers 





Manufacturers have a shot at making more 
in 85 than in °84 
Economic update. Feb., p. 44 


Common insurance planning mistakes 
Careful planning of insurance coverage can 
produce big savings and fewer uncovered 
exposures. Feb., p. 97 


Choosing among computer systems 

This guide, complete with a checklist and 
ranking scheme, provides the basics for se- 
lecting the best system for your company. 
Mar., p. 55 


Tapping into high-growth niche markets 
for process controls 
Economic update. Mar., p. 86 


Will renewed housing growth spur 
electrical product sales? 
Economic update. Apr., p. 126 


Fringes yield tax benefits 

By upgrading employee facilities, electrical 
wholesalers can take advantage of the new tax 
law. May, p. 164 


Don’t despair if early ’85 sales were Jess 
than expected 


Economic update. May, p. 166 


A growing trade deficit in electrical 
products should cause concern 
Economic update. june, p. 72 


A pickup is seen, despite a sad first quarter 
Economic update. July, p. 88 


Planning the building of your dreams 

Your new warehouse could be rented, built to 
suit or self-owned, but it should have certain 
features to make it the best possible location. 
Sept., p. 59 


Tax reform could hurt in the short run 
Economic update. Sept., p. 68 


Will sluggish sales and profits continue 
throughout ’85? 
Fconomic update. Oct., p. 94 


The mixed outlook for multi-unit housing 
Economic update. Nov., p. 82 
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Intermatic 
Spring-Wound 
ime Switch 


Trreemanc 


TURN PAST 1 THEN SET TIME 


Turns lights and fans 
off automatically. 


Intermatic Spring-Wound 
Time Switches automatically 
limit the length of “ON time” 
for lights or other equipment. 
They cut off electrical circuits, 
but use no electrical energy 
to operate. 

Use to cut power off for 
lighting in seldom used areas 
and to control heating 
equipment, exhaust fans, 
saunas, etc. Available in 
SPST, SPDT and DPST. 

For more information 
about the complete line of 
Intermatic Spring-Wound 
Timers, call your Intermatic 
representative. Or write: 
Intermatic Incorporated, 
Intermatic Plaza, Spring 
Grove, IL 60081, (815) 
675-2321 or (312) 282-7300. 


YNTERMATIC 


Our qualit 
is in the imine. 
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A new approach to cycle counting 

It's no wonder that many wholesalers make 
minimal use of cycle counting, says the 
author. But with some new procedures, many 
of its problems can be solved. Dec., p. 65 


A drop in the dollar won't boost machine 
tool sales 


Economic update. Dec., p. 74 


| Opinion from industry people 





The case for alphanumeric bar coding by 
electrical distributors 

Alan Silver presents his argument that elec- 
trical wholesalers should adopt the alphanu- 
meric Code 39 as their basic bar code. Feb., 
p. 134 


| High tech demands planning 

| Bill Younger urges electrical wholesalers to 
develop and implement the business plans 
demanded by the high-tech 1980s. Mar., 


p. 76 


Telemarketing success comes from the right 
approach 

Laura Simms, Telemarketing Sales, Furnas 
Electric Co., discusses the general principles 
to follow when beginning a telemarketing 
project. Mar., p. 114 

| A rep must know the territory 

| Kenneth Anderson, president of KGA Engi- 
neering Co., outlines his system for defining 
the role of the rep in the distribution chain. 
May, p. 198 


We’re allies—not adversaries 

Improving distributor/manufacturer rela- 
tions calls for a commitment and a contribu- 
tion from both sides, says Bill Younger. Oct., 
p. 69 


Don’t shoot! He’s on cur side (The Glenn 
Bailey story) 

As narrated by Paul Wartley, commercial 
lighting consultant, who defends Bailey’s 
statements made at EW’s 12th industry fo- 


rum. Oct., p. 122 


Editorials 


Selling to the “office of the future” 
limes and trends. Jan., p. 12 


Vendor copies come marching in 








Off the cuff. Jan., p. 16 


| The reps and buying groups 


limes and trends. Feb., p. 14 


Stay in your own backyard 
Off the cuff. Feb., p. 22 


Direct selling: how much? 
limes and trends. Mar., p. 12 


The postponed payment ploy 
Off the cuff. Mar., p. 16 


Latest score: our side, 65; direct sales, 30; 
Surging electronic wholesaling 
Times and trends. Apr., p. 12 








Government vs. associations 
Off the cuff. Apr., p. 16 


We're all futurists; A-B/IBM connection; 
Specialist or divisionalized generalist? 
limes and trends. May, p. 12 


Where’s the money? 
Off the cuff. May, p. 16 


A 100-year passion for safety 
limes and trends. June, p. 10 


The light of your life 
Off the cuff. June, p. 14 


Assessing the D-I-Y challenge 


limes and trends. July, p. 12 


Undermining the underwriters 
Off the cuff. July, p. 16 


More power to suppliers? 
limes and trends. Aug., p. 12 


At the forum 
Off the cuff. Aug., p. 16 


Lighting’s changing players 
limes and trends. Sept., p. 10 


On EW’s 65th 
Off the cuff. Sept., p. 16 


A rise in supplier pressures 
limes and trends. Oct., p. 10 


Partners or adversaries? 
Off the cuff. Oct., p. 16 


Distributors with big market shares 
limes and trends. Nov., p. 10 


The business lunch 
Off the cuff. Nov., p. 18 


Electrical disinflation blues 
limes and trends. Dec., p. 10 


The fearsome fuel 


Off the cuff. Dec., p. 16 


Coverage of 
selected conventions 





NEMRA’s big meeting 

Rep planning and training skills highlight the 
program at NEMRA’s 15th annual confer- 
ence. Apr., p. 122 


Big turnout sparks NAED annual 
convention 

Highlights of the National Association of 
Electrical Distributors’ 77th annual meeting 
in San Antonio. July, p. 84 


Y-E-T’s first annual meeting 

The Young Executives of Today, a branch of 
the NAED, draws 150 persons to its first 
national conference. Aug., p. 82 


EDX: an industry link 

Ihe Electronic Data Exchange system should 
allow the electrical industry to communicate 
electronically by early January. Sept., p. 78 





CIRCLE 70 ON READER SERVICE CARD 
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